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Chapter 1
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Finance

Accounting

Warehouse

Operation

R & D

etc

Company Functions or departments

Products

Satisfaction
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Features of 
new products

Prices

Where to sell

Marketing budget

Wording or color 
of new pack

Major decisions

Satisfaction
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Identifying and meeting human and social needs

Meeting needs profitably
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• Marketing is an organizational function 
and a set of processes for creating, 
communicating, and delivering value to 
customers and for managing customer 
relationships in ways that benefit the  
organization and its stakeholders
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• Marketing management is the art and 
science of choosing target markets and 
getting, keeping, and growing customers 
through creating, delivering, and 
communicating superior customer value.
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There are at least 
2 parties

Each party has 
something to offer

Communication &
Delivery

Free to
Accept or reject

Appropriate or
Desirable
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Marketers & prospects
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Negative demand

Latent demand

Nonexistent demand

Declining demand

Irregular demand

Overfull demand

Full demand

Unwholesome demand
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Consumer

Increase in
Buying power

Greater variety
Of products
& services

More
information

Greater ease
In orders

Compare
Notes on
products
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CEO own marketing function

Marketing department small and flat

Face to face with customers

Use market research cautiously

Hire passionate missionaries not marketers

Love and respect customers

Create a community of customers

Rethink marketing mix

Compete with larger competitors

Be true to the brand
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Needs, wants, and
demand

Target markets,
Positioning & segmentation

Marketing channels

Supply chain

Offerings and brands

Value and satisfaction

Competition

Marketing environment

Marketing planning
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Developing marketing
strategies

Connecting with
customers

Capturing marketing
insights

Building strong
brands

Shaping market
offerings

Communicating value

Delivering value

Creating long term
growth


